Abstract: The purpose of this paper is to identify of factors of segmentation of markets and consumers
I. Introduction
Today, there are competitive highly in global economic environment and the business centers are therefore acknowledge. In such a business environment and maintain the position of market segmentation and target markets have prompted large corporations today appliance from its power to create comfort for the buyers of life, and the special services step-by-new see fresh toys attracting the attention of buyers and visitors to the market every day. But the main importance of this approach to exhibitions has been little development of household appliances in recent years.
Exhibition can be a strong motivation for sales people and to the growth of household appliances exhibitions that are based on market segmentation to increase their effectiveness. ( Bessiere,2010) .
For market segmentation was important shopping experiences, therefore the product selection were tools for planning to purchase home appliances is an important part in trade fairs (Ignatov & Smith ,2006) Given the importance of exhibitions and experiences, shopping, household appliances exhibition has become an important element for visitors is considered (Smith & Xiao 2008). However exhibitions household appliances were creativity and new ideas to bring products to visitors and this can help marketing strategy and maximize limited resources. (Teo & Chang.2012 ) Identify theory of planned behavior for visitors were used to the exhibition household appliances that can be apply to the development and production of advanced technology and attract Technology competitive products to everyone that we can compete for exhibitions of household appliances on the market and which had outlined consumers different life styles . On the other hand, the behaviors of individuals were as household appliances exhibition visitors, influence attitudes, motivation, attitudes, norms and so on. A wide variety of these factors had formation on the behavior of visitors in line with market segmentation and life style.
The theory can be used in a variety of populations and behavior. This theory have accurately predict power about important aspects of consumer behavior and decision-making in customers' decisions and consumer behavior
The theory advanced to explain any behavior that a person can control and to use them. This model assumes that determines the behavior directly, the others factors that have influence on the behavior of intent should be indirect. Any case of measures of aim were in the framework of the action, aim, position and time To be treated correctly predicted. The power of intention to perform a certain behavior is the result of two factors:
1. Attitude to behavior 2. The influence of social environment or general subjective norms in behavior Attitudes and subjective norms were each two elements as like attitude to behavior have by faith of individuals. The results of Evaluation behavior is known person. In using this model in consumer behavior includes issues such as market segmentation based on customers based on lifestyle. Therefore, subjective norm based on normative beliefs that other people have thinks based on the motivations of person in compliance that should be determined them.
Theory of Planned Behavior
One of the best theories about predictors of behavior was theory of planned behavior. This theory of attitudes, subjective norms, and perceived behavioral control, intention and is intention and behavior. According to this theory intention of individual to perform the behavior driven by three factors: 1. Belief of individual will result follow and they have evaluate by individual (behavioral beliefs) 2. Opinion about the normative expectations of others and motivated person to fit these expectations (normative beliefs) 3. Belief about the presence of facilitators or barriers perceived power of each of these factors (beliefs control). Behavioral beliefs had to be attitudes toward behavior for desirable or undesirable. Normative beliefs result in perceived social pressure or subjective norms and perceived behavioral control are creating beliefs controls. Attitude toward the behavior was including as subjective norms, and perceived behavioral control for formation of intention of behavior.
As a basic rule, an attitude of desired toward behavior and suitable subjective norms and perceived control was as behavior that individual should be very intention doing behavior. Finally to identify a sufficient degree of real control over the behavior of people expected if the opportunity is available, people have operate intention of their behavior .So, we assume that the intention predictor is immediate behavior.
However, because of some behavior may to problems executive for control. (Lazer. 2010) In addition, the control of behavior was very useful for intention .Whatever the perceived behavioral control was real, which can be used as a proxy for the actual control and can also help in predicting the behavior. (Godin J., 2009)
Theory and Hypothesis 4-1. Attitude toward behavior
The first factor have influence to the intention of people to behavior or lack of behavior, an attitude and trend were as factors personal .an aim of attitude had evaluated negative or positive a personal for doing or the absence of behavior is characterized. But attitude of personal was negative to behavior .According to these theory is attitude of personal for doing positive a behavior. According to this theory the person's attitudes was about an object for performance and evaluate the result of individual beliefs in connection with these ideas. The opinions are as the basis object for the formation of an attitude toward an object. Attitudes are usually determined by assessing a person's opinion. Always, attitudes are determined by assessing a person's opinion. It is obvious that in order to determine the cause of formation were considered to change of attitude and intention of people.
In general, beliefs was refers to the possibility of subjective judgment of one's views in relation to many aspects of distinct world around one. They are associated with one's appreciation of their environment. (Ajzen,1978) 
4-2.Subjective Norms
The second factor is that have influence to intention of people behavior or lack of behavior. Subjective norms that is relevant to social factors. Subjective norms of social pressures were associated with the person of understanding, which enters on the personal to do something or not to do Social norms are applicable regulatory standards for which can accept or reject them. For example, it must be said that many people in Iran at the beginning of market segmentation clear attitude in relation to there aren't the lifestyle for people. DOI: 10.9790/487X-1808021219 www.iosrjournals.org 14 | Page
4-3 Perceived Behavior Control
The third factor to carry out the intent of behavior or lack of behavior influences the behavior is perceived. The theory of planned behavior is definition perceived behavioral control as difficult or easy for an individual assessment of behavior Perceived behavioral control, when determining behavior that is concerned reflects real control on the behavior of individuals. There are a number of environmental and organizational factors that can perform a certain behavior easier or more difficult to make. It is assumed that perceived behavioral control reflects the individual's previous experience barriers was predicted a behavior.
4-4 Behavioral Intention
A major factor in the theory of planned behavior, intention to perform the behavior is specified. It is assumed that the intention of the motivational factors that affect the behavior of controls .intention of behavior refers to a person's behavior is to perform a specific behavior. Being strong is shown an intention by a person's subjective probability that a person will do the desired behavior. In the Theory of Planned Behavior and Theory of Reasoned Action, this predictor of behavioral intentions is more important. It is assumed to that the desirable attitude about some of the causes that he wants to do positive behavior and less negative behavior intended to take the matter to do. Behavioral intentions were combination of programs of action and motivation of individuals to engage in a certain behavior is summarized. Thus people who are motivated to do a behavior are more likely to do it successfully.TPB is the origin of the idea of doing any behavior by both intention and perceived behavioral control can be specified.
4-5-Life Style
Lifestyle that is how lives a person with others. Family and lifestyle is a lifestyle influenced by the style of family life and vice versa is also true.
Subculture of people who belong to the same social class and even jobs are the same, may have different life style. The lifestyle of a living person in the activities, interests and personal thoughts are expressed. Lifestyle is something more than personality or social class person. Perfect pattern of action and reaction lifestyle including one in the world.
As a result of a combination of lifestyle factors such as culture, values, resources, and law, and is reflected in consumer buying and consumption behavior. Lifestyle approved a multi-faceted perspective to the consumers and to portray the nature and activities of their social class or personality. (Plummer, 2010) .
Lifestyle was raised for the first time by Max Weber. In 1963, Lasers "Values and Life Style" officially introduced to the field of marketing. This concept is based on the fact that people with certain patterns of living that may affect the incentives for the purchase of products and brands. 
4-6-Hypothesis
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5-Sampling and Determine Sample Size
In this study, due to lack unlikely equality for all members of the population, sampling This study possible -clustering or an area that has been chosen with Tehran divided into 4 sections (North, East, South and West), samples random or accidental available in each region were selected.
Because the next 7-point Likert scale of 1 "strongly disagree" and 7 "totally agree" on a questionnaire from a variety respectively, and is used by taking infinite population, the sample size of 384 citizens of Tehran.
6-Method analysis for data's
In this study, data for different groups of consumers using the software SPSS (Statistical Package for the population studied) descriptive statistics based on the reliability and validity of factor analysis and cluster analysis for identification was also calculated. To the hypothesis of structural equation modeling with partial least squares approach is used. In this study we have used the software SPSS and Smart PLS.
7-Model of Structural (model for analyzes the route)
After confirming the validity and diagnostic measurement model and calculations at this stage can study to test the relationship between pay structures. In order to that got out model the software Smart PLS . The main variables were in Table 1 . The mean and standard deviation had shown index research. As you can see, mean scores of attitude toward behavior, subjective norms, perceived behavioral control and intention respectively, 86/3, 25/4, 23/4, 6/4 and 12/4. They are value scores understood, routine, family-oriented and tend to fashion respectively, 9.5, 5, 7.4 and 8.5 . It is clearly that the people in the sample are demanding fashion, high value life Everyday work and family-oriented people. It is also above average scores in everyday work and family-oriented people are high. In this study, using the average respondents have class, namely using the questionnaire with the quality of life, daily work, family oriented and tend to be clustered fashion people in the study have taken place. Table 3 . Frequency of Euclidean distance between the centers of each cluster and the cluster shows the distance between the centers is higher, indicating that the dissimilarity between them is higher, and vice versa, are less indicative of similarity centers are clustered together. According to results table below; the distance between clusters 1 and 2 is equal to 667/3. The influencing on the segmentation of consumers to use of the theory planned behavior (TPB) .. Before the test, solidarity should determine the distribution variables. For this test, we use reliable and scientific ks. In this test the null hypothesis of normal distribution of data we suppose is the non-normal distribution of data Table 4 : the level of significance of the test for each 4 attitude toward the behavior, subjective norms, perceived behavioral control calculated were less than 05/0 ,Kolmogorov's test had shown to the null hypothesis on the distribution of data is rejected and before it is confirmed.
Table 4-Data normality test results
Correlation test results in Table 5 : The separated clusters and for all the people in the study is given. The results show that 95 percent between intention and attitude toward behavior, subjective norms, perceived behavioral control and there is a significant positive correlation.
In Table 7 . The study shows the validity of the model. As indicated in the table is derived from the method and Larkr Fornell (1981) is the specified amount of root AVE latent variables in this study who were at home in the diagonal matrix.
The amount of correlation in the lower house and left diagonal been organized, more. Thus it can be stated that in the above model structures (latent variables) model, more interaction with their indices to other structures In other words, the validity of divergence as a good model. Table 7 . Results divergent validity intention among people with different lifestyles, these is not a significant difference. Subjective norms of people have significant differences, with different lifestyles H2: Visitors to the exhibition of home appliances will differ in terms of lifestyles and attitudes toward behavior and subjective norms, and perceived behavioral control have significant effect on behavioral intention.
The results showed that, regardless of the type of lifestyle when we are all subjects of the study looked at the effect of the second order structures (including attitudes toward behavior and subjective norms, and perceived behavioral control) are going to be meaningful behavior. This means that people believe these variables affect the intended behavior When people with different life styles to consider, The results showed that people who have different lifestyles believe that this impact is significant. And the difference between the impact of cluster A and cluster two people in there The results showed that, when we study regardless of the type of people consider lifestyle; attitude toward behavior has a significant impact on intention to treat.
That total people believe the attitude toward the behavior intended to influence the behavior of individuals. When people to consider with different life styles, the results showed that people who have different lifestyles believe that this impact is significant. And they had impact to difference between the impact of cluster A and cluster two people in there. H1.2: Household appliances exhibition visitors will differ in terms of lifestyle and attitude towards the behavior have effect significant on behavior intention.
The results showed, When we study regardless of the type of people consider lifestyle, attitude toward behavior intention. This is meaning significant impact on the behavior of people believe that the attitude toward the behavior intended to influence the behavior of individuals.
When people to consider with different lifestyles in mind and we went to the front group analysis, Showed that lifestyle intervention affect individuals' different attitudes toward behavior intention, and in both there is a significant impact of lifestyle. H2.2: Household appliances exhibition visitors will differ in terms of lifestyle and behavioral intention are subjective norms significantly.
The results showed that, when we study all subjects regardless of the type of lifestyle we considered subjective norms significant impact on behavioral intention. This means that people believe in the influence of subjective norms on behavioral intention.
When people to consider with different lifestyles in mind and we went to the front group analysis, they showed that lifestyle intervention on the impact of subjective norms on behavioral intention is different and significant impact on both lifestyle. H 3.3: Household appliances exhibition visitors will differ in terms of lifestyles and perceived behavioral control have a significant effect on behavioral intention.
The results showed that, when we study all subjects regardless of the type of lifestyle we considered, perceived behavioral control has a significant impact on behavioral intention. In general, people believe that perceived behavioral control on trying to influence people's behavior.
When people to consider with different lifestyles in mind and we went to the front group analysis, the results showed that lifestyle intervention affect different people perceived behavioral control and intention not conduct significant impact on both lifestyle.
IV. Recommendations for Future Research
a) Research on the factors influencing behavioral models based on the theory of planned behavior and lifestyle. b) Conduct research to determine the market segmentation theory planning behavior in order to influence behavioral models. c) Qualitative and quantitative research purposes in relation to behavior and lifestyle models in home appliances exhibition. d) The effect of variables s theory of planned behavior on any exhibition or festival by lifestyle e) Identify factors affecting planning marketing strategies based on lifestyle using the theory of planned behavior
